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Evaluating trade promotions 

Promoting exports to Europe — 
Part II: Using trade fairs and 
advertising 

Promoting exports to Europe - 
Part I: Using product 
literature and sales trips 


Chambers of commerce 

How chambers can generate 
income to expand their trade 
services 


Correspondence 
Marketing in Europe: know 
the business customs 


Evaluation 

Managing training evaluation 
in trade promotion 

Evaluating trade promotions 

Evaluating training 
programmes 


Export costing 

Cost management: key to 
competing in foreign 
markets 


Export financing 
An innovative approach to 
export financing 


Fairs, exhibitions 

Promoting exports to Europe — 
Part II: Using trade fairs and 
advertising 


Import operations 

Measures for ensuring quality 
conformance in imports 

Techniques for monitoring and 
administering import 
contracts 

Airfreight: an attractive mode 
for importers 

Quality management for imports 

Defining terms and conditions 
in import contracts 


Insurance, cargo 
Insuring coffee shipments for 
export 


ITC services 

ITC’s 30th Anniversary: special 
section — Statements and 
messages at the 
Commemorative Session ; 
Trade and sustainable 
human development: 
collaboration between 
UNDP and ITC; ITC: into 
the future 

ITC’s 30th Anniversary: special 
section — Message from 

ITC’s Executive Director; 

Officials through the years; 
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ITC: how it began in 1 
Principal ITC 
over 30 years; ITC in action: 
some examples; The past 
and the present 

at your 


Leal databank for foreign 


MNS: el intelligence for 
export decisions 


Least developed countries 

Least developed countries: 
basic information for export 
marketing 


Legal aspects of trade 

Insuring coffee shipments for 
export 

Techniques for monitoring and 
administering import 
contracts 

Legal databank for foreign 
trade 


Defining terms and conditions 
in import contracts 

The revised Incoterms: key 
features 


Market research techniques 

Market research for your 
export operations: Part I - 
Using secondary sources of 
research 

Using online databases in a 
cost-effective way 

Foreign trade statistics: a basic 
market research tool 

Market briefs: an effective 
information tool 


Marketing 

Cost management: key to 
competing in foreign 
markets 

Trade efficiency: key role of 
business information 

Market research for your 
export operations: Part I - 
Using secondary sources of 
research 

Helping small and 
medium-size firms to enter 
export markets 

Ensuring quality in spice 
exports: example of India 

Handicraft exports: some 
suggestions for successful 
marketing 

Tropical nuts: strong demand 
in the United Kingdom 

Fruit and vegetable exports: 
new EC quality inspection 
rules 

Dehydrated vegetables: a 
market to watch in the 
future 
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Least developed countries: 
basic information for export 
marketing 

Market information at your 
fingertips 

New marketing opportunities 
in the Russian Federation 

Multinational generic 
promotion: a cost-effective 
approach 

Promoting intraregional trade: 
a strategic approach for 
developing countries 

Leather goods: attractive 
exports for developing 
countries 

Rubberwood: an export that 
conserves the environment 

Quality management systems: 
guidelines for export 
companies 

Preparing for export marketing 

The EC’s new system for 
ensuring product quality 

Prospects for cephalopods 
bright in the U.S. market 

Import channels in France 

Favourable outlook for exports 
of imitation jewellery 

Using suitable packaging for 
exports of floricultural 
products 

Marketing in Europe: know 
the business customs 

Spices: trends on the world 
market 

Market outlook for selected 
beekeeping products 

The international coffee trade: 
developing an export 
strategy 


Silk po selling to the 
Japanese market 

Processed wood products: the 
challenging U.S. market 

Promoting exports to Europe - 
Part II: Using trade fairs and 
advertising 

Prospects in Euro 
for culinary he 

Promoting exports to Europe - 
Part I: Using product 
literature and sales trips 

Bright outlook for exports of 
wood products to Japan 

The Australian market - how 
to benefit from the 
opportunities 

The cocoa market in selected 
East European countries 

Spectacular growth in major 
markets for fruit juices 

Towards paperless 
international trade: 
EDI and EDIFACT 

= in coffee 
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statistics: 
a basic market research tool 
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Marketing cut flowers in Japan 
and Hong Kong 

Insuring coffee shipments for 
export 

Negotiating strategies: the 
question of price 

Copper semimanufactures : 
untapped market 
opportunities 

Silk surges in the U.S. market 

Silk: sales outlook by sector 

Geotextiles: opportunities for 
natural-fibre products 

Trade information for coffee 
traders: the essentials 

Specialty cocoa beans: 
a market to watch carefully 

Cuptasting: quality control for 
coffee exporis 

Rising demand for tropical fruit 
juices and pulp 

Legal databank for foreign trade 

Developing export managers: 
DeCTA’s approach 

Advice to new silk exporters 

Trading vegetable oils and 
oilseeds 

The revised Incoterms: key 
features 

Handicrafts: developing export 
potential 

An export administration office 
for cocoa 

MNS: market intelligence for 
export decisions 

How Honduras developed 
exports of artificial flowers 

Cotton household textiles - 
opportunities for exporters 

Expanding export role for 
developing countries — 
oilseeds and vegetable oils 


Packaging, export 

Using suitable packaging for 
exports of floricultural 
products 


Publications 

Promoting exports to Europe - 
Part I: Using product 
literature and sales trips 


Quality management 

Ensuring quality in spice 
exports: example of India 

Fruit and vegetable exports: 
new EC quality inspection 
rules 

The Bureau of Indian 
Standards: assistance to the 
country’s exporters 

Quality management systems: 
guidelines for export 
companies 

The EC’s new system for 
ensuring product quality 

Measures for ensuring quality 
conformance in 
imports 

Achieving suitable export 
quality in processed food 
products 
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quality control 
sys 

Quality circles: 
Colombia’s experience 

Cuptasting: quality control for 
coffee exports 

Quality management for 
imports 


Services of governments 

Least developed countries: 
basic information for export 
marketing 

The Australian market - how 
to benefit from the 
opportunities 

Developing export managers: 
DeCTA’s approach 


Trade efficiency 
Trade efficiency: key role of 
business information 


Trade information services 

Trade efficiency: key role of 
business information 

Market research for your 
export operations: Part I - 
Using secondary sources of 
research 

Market information at your 
fingertips 

Using online databases in a 
cost-effective way 

Foreign trade statistics: a basic 
market research tool 

Trade information for coffee 
traders: the essentials 

Legal databank for foreign 
trade 

Computerized networks for 
overseas trade offices 

MNS: market intelligence for 
export decisions 

Market briefs: an effective 
information tool 

Determining users’ needs for 
trade information 


Trade negotiations 
The Final Act of the Uruguay 
Round: A summary 


Trade procedures 

Towards paperless 
international trade: 
EDI and EDIFACT 

Insuring coffee shipments for 
export 

Negotiating strategies: the 
question of price 

Techniques for monitoring and 
administering import 
contracts 

Defining terms and conditions 
in import contracts 

The revised Incoterms: key 
features 


Trade promotion organizations 

The basic functions of national 
trade promotion organizations 

Trade promotion organizations: 
a variety of approaches 
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Trade promotion techniques 

Managing training evaluation 
in trade promotion 

How chambers can generate 
income to expand their trade 
services 

An innovative approach to 
export financing 

Multinational generic 
promotion: a cost-effective 
approach 

The Bureau of Indian 
Standards: assistance to the 
country’s exporters 

Promoting intraregional trade: 
a strategic approach for 
developing countries 

Export production villages: Sri 
Lanka’s novel approach 

Evaluating trade promotions 

The basic functions of national 
trade promotion 
organizations 

Promoting exports to Europe — 
Part II: Using trade fairs and 
advertising 

Promoting exports to Europe — 
Part I: Using product 
literature and sales trips 

Using online databases in a 
cost-effective way 

India’s export quality control 
system 

Foreign trade statistics: 
a basic market research tool 

Using computers to strengthen 
foreign trade training 

Quality control circles: : 
Colombia’s experience 


Training 

Managing training evaluation 
in trade promotion 

Using marketing techniques to 
finance training institutions 

Assessing requirements for 
developing your training 
capacity 

Using business practitioners in 
the classroom: some do’s 
and don’ts 

Analyzing export training 
needs for company staff 

Mexico’s Institute of Technical 
Training: an innovative 


approach 

The Ghana Export School: 
success with minimum 
investment 

Using computers to 
strengthen foreign trade 
training 

Skills for business 
negotiations 

Evaluating training 
programmes 

Developing export managers: 

CTA’s approach 
Export training in the 90s 


Transport 
Airfreight: an attractive mode 
for importers 
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